IT IS ESSENTIAL TO MAKE THE RIGHT 
IMPRESSION DURING The FIRST FEW 
SECONDS OF A MEETING 


Meeting people is the first step in the 
process of connecting. Meetings often 
occur in different forms. Sometimes you 
meet people by chance — the man on the 
train who turns out to share your passion 
for football. And sometimes it's by choice 
— the woman your cousin introduced you 
to because he loves Shakespeare, fine 
wine and hiking, just like you. 


"No matter the form the meeting takes, the 
first impression matters a lot." 


lf you make the right impression during the 
first few seconds of a new meeting, you 
create an awareness that you are sincere, 
safe, and trustworthy. According to 
Nicholas Boothman, the first few seconds 
of connection is called the “greeting.” The 
process of greeting consists of 5 parts: 
Open, Eye, Beam, Hi!, Lean. These 5 
actions constitute a welcoming program to 
carry out in a first encounter. 


) The first element of the greeting is to 
open your body language and attitude. 
This is the time to really feel and be 
aware of it. Try as much as possible to 
make sure your attitude is positive, and 
keep your heart aimed directly at the 
person youre meeting. Make sure your 
arms or hands arent covering your 
heart. When possible, unbutton your 
jacket or coat. 


(J The second part of the greeting 
involves making eye contact. Be the 
first person to make eye contact; look 
this new person directly in the eye. Let 
your eyes reflect your positive attitude. 
It goes without saying that eye contact 
is real contact! 


CD After eye contact, the next step of the 
greeting process is to beam. Be the 
first to smile, and make sure your smile 
reflects your attitude. Now you've 
gained the other person's attention 
through your open body language, your 
eye contact, and your beaming smile. 
What that person's subconscious mind 
is picking up is an impression of 
someone who is completely sincere, 
and not of some grinning, gawking fool. 


CD After giving a bright and warm smile, 
the next step is to say “Hi!” or “Hello!” 
or even “Yo!” Whichever one you 
choose to say, however, make sure you 
say it with pleasing tonality and attach 
your own name to it. For instance, “Hi! 
I'm Jimmy.” As with the smile and eye 
contact, be the first to identify yourself. 
This is the point where you are ina 
position to gather lots of free 
information about the person you're 
meeting — information you can put to 
good use later in your conversation. 


(_.) Extend your hand to the other person, 
and if it's convenient, find a way to say 
the person's name two or three times to 
help fix it in memory. Not “Margaret, 
Margaret, Margaret, nice to meet you” 
but “Margaret. Great to meet you, 
Margaret!” 


(.) The “lean” is the final part of 
introducing yourself. This action can be 
an almost unnoticeable forward tilt to 
very subtly indicate your interest and 
openness as you start to “synchronize” 
the person you've just met. 


It is essential to make the right impression 
during the first few seconds of a meeting 
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